Participants were asked to read and sign a 'public pledge' as part of the goal setting form that stipulated which proposed activities they could and would be willing to make in their business.
Owners/managers were offered, by the supplier, two incentives to support fulfilment of the pledges. These were loyalty scheme points (financial) and a free case (100 units) of box packaging of their choosing (specific goods). Additionally, they were offered free posters to promote the availability of the smaller portion meals to the shop's customers.
The research team also provide a booklet to record Fish & Chip meal sales during the evaluation period to monitor sales behaviour.
A free lunch was included as part of the engagement event for all those that attended. On the day of the event, participants were invited to a hotel in close proximity (under 3km) to Henry Colbeck Ltd's office and warehouse facility.
There was a range of presentations delivered from both the perspective of the supplier, Henry Colbeck Ltd and Fish & Chip business owners, as well as study data collection requirements from the research team (LG).
Henry Colbeck Ltd's presentations set out the reasons for initiating the event, and contextualised existing portion sizes in the Fish & Chip industry in relation to both an adult's diet as well as other sectors of the fast-food industry. They detailed the packaging available to support improved portion control and smaller meal portion delivery. They also stated the items that they would provide to incentivise shop participation.
One business owner (Owner A) detailed his experience of delivering highly regulated portion sizes, as well as the benefits to his business of providing a range of smaller portion meals. This included knowing one's target portion size, selecting the appropriate packaging, staff training, sales and profit margins of smaller meals. A second business owner (Owner B) detailed the experience of the implementation and financial success within his shop of smaller portion meals.
LG detailed what data the research team intended to collect as part of the evaluation.
Following the presentations, participants were provided with lunch and refreshments, followed by a question and answer session before the close. Members of the research team attended the engagement event to assess if it was delivered as intended. As the event was a one-off no strategies were implemented to maintain or improve fidelity.
Actual fidelity [page 8]
All presentations were delivered as intended. However, the goal setting activity was not. Participants had little time to complete the form and no support. During follow-up interviews many could not recall completing this or had not seen any value in the pledge. 
